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Growth Products
Growth Products has been 
manufacturing and marketing 
fertilizers for over 30 years. Their 
philosophy has always been to invest 
resources and expertise into the 
development of effective, new, and 
environmentally safe technologies 
for the Green Industry. Years of 
commitment has given Growth Products a track record of successful 
products for the golf, sports turf, lawn care, horticultural, agricultural and 
arbor care markets in the United States and over 40 countries around the 
world. The company’s products have gained global recognition for quality 
and are reaching their customers through a constantly growing network 
of distributors.

Growth Products gained fame as the “Liquid Solutions” company with 
the development of a slow release nitrogen polymer known as Smart 
Nitrogen™. This unique polymer is found in all of Growth Products liquid 
fertilizers. Smart Nitrogen™ has been the company’s cornerstone product 
since 1987.  To this day it still surpasses competitive products.

The company has had several leaps in their product technologies 
since Smart Nitrogen™ to include a proprietary group of chelated 
micronutrients., colloidal mixtures, and the first liquid biological 
fungicide on the U.S. market. The company also has granular and 
powder concentrate products for alternative application techniques and 
equipment. Growth Products also offers 100% organic products certified 
for use in organic agriculture.

 

More Information:

www.growthproducts.com

Company Information

http://www.ropella.com
http://www.growthproducts.com/
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G.P. Solutions
G.P. Solutions, LLC was 
formed in 2002 to service the 
special needs of the Florida 
Agricultural Market. With a new state-of-the-art facility located centrally 
in Florida, G.P. Solutions distributes the highest quality products including 
their proprietary Smart Nitrogen™ (30-0-0), chelated micronutrients 
and phosphites. G.P. Solutions has two nutritional experts on staff in 
Florida, providing both direct service and years of expertise for the citrus, 
vegetable and soft fruit growers, as well as sod and turf customers. 

With over 100,000 gallons of storage capacity, G. P. Solutions can deliver a 
variety of products specifically formulated to service Florida’s agronomic 
and environmental conditions.

G.P. Solutions’ technical representatives are prepared to provide 
consulting services on vital topics such as canker and greening 
identifications, nutrition, disease, and pest identification free of charge to 
all of their valued customers. G.P. Solutions also offers soil and/or tissue 
analysis which may be required to help identify their customers’ problems.

 

Division Information

G.P. Solutions
Labelle , FL

http://www.ropella.com
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Product Information Products
Growth Products manufactures several 
specialized Green Industry products for several 
different industries including: golf courses, lawn 
and landscaping, horticulture, agriculture, arbor 
care, and professional turf. Their products include 
fertilizers, biologically based natural organics, 
biological fungicide, micronutrients, dry granules 
and powders. 

Growth Products follows the saying “good 
quality in, good quality out” and uses only the highest quality (technical) 
materials, so that their customers are always guaranteed products 
that provide superior results. The grade of raw materials used for 
manufacturing their products are made from only “technical grade” 
sources. Many products from competitors are created from “agricultural 

grade” chemicals, which are less refined and 
contain unwanted fillers and contaminants. 
These chemicals build up in and contaminate 
the soil with continued use. Since Growth 
Products uses ingredients in their purest forms, 
their finished products provide Green Industry 
professionals with superior quality, efficacy, 
and consistent results.

When it comes to knowledge about the 
products customers use, Growth Products 
believes that more is better. That’s why they have 
the most comprehensive product labels in the 
Green Industry. Their labels always list each and 
every product ingredient, so customers never 
have to worry about unnamed (but extremely 
harmful) contaminants like chlorides, nitrates, 
and salts. All products are tested and free of 
heavy metals. The company always includes a guaranteed analysis on 
their labels so that their customers can rest assured that they are getting 
what they pay for.

Smart Nitrogen™ has been Growth Products cornerstone product and 
can be found in all of their liquid fertilizers. Smart Nitrogen™ is a liquid 
ureaform, mthlyene urea polymer and is found in Nitro-30 (their first liquid 
fertilizer), AMMOS™ 22-0-0, Pro-Formance Ultra™ and many other products.

BioNutrients™ Packets

Essential® Turf 
Soil Amendment and 
Biological Stimulant

http://www.ropella.com
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Growth Products’ expertise in liquid 
technology has resulted in a broad product 
line which includes a proprietary group of 
chelated micronutrients. The company’s 
technology includes two methods of chelating 
all essential micronutrients needed for 
successful plant production. Many golf courses 
owe the rich emerald color of their greens to 
Growth Products’ liquid iron chelates. They 
have 14 solutions that provides professional 
growers with either an individual micronutrient or a agronomically sound 
micronutrient ratio.

In a quantum leap from polymer 
chemistry into the physics of 
colloidal blends has resulted in the 
most efficacious group of products 
in Growth Products’ line. This group 
includes Essential® Plus, Restore 
Plus with 10% Humic Acid, and 

Control De-Thatcher, all of which are colloidal mixtures. Each product also 
makes use of the new science of L-amino acids for soil enhancement and 
overall plant health. The basic biochemistry of organic compounds has 
resulted in products that perform physiologically with plant materials and 
soil biomass, and that chemically modify the soil structure.

Growth Products’ investment in 
research on biological alternatives 
– in combination with industry 
insight – led to the ground breaking 
development of spore stabilization 
for beneficial rhizosphere bacteria, 
and resulted in Growth Products 
introducing the first liquid biological 
fungicide on the U.S. market. Their 
Companion® Biological Fungicide 
gained EPA registration for the horticultural market in 2001 and is cutting 
edge technology in the biotech industry. The fungicide has expanded EPA 
labels for all agricultural, horticultural, and turf applications. Companion® 
stands alone as the only liquid biological fungicide in the Green Industry, 
and is also available as a dry granular. The formulation is patented and 
has been tested at leading universities, government labs, and the world’s 
largest horticulturists. 

Companion® Treats Devastating 
Fungal Infections

http://www.ropella.com
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Sales Representative
Role
In this dynamic role, the successful candidate will help customers 
achieve success by providing innovative solutions to their challenges 
and by helping them meet their specific needs. 

As a sales representative, the successful candidate will actively manage 
and develop the Florida market by building business relationships 
with customers and prospective customers via phone meetings, digital 
correspondence, face-to-face meetings, and even cold-calls. 

Requirements

 �  Must be enthusiastic, learn about the product line and sell liquid 
fertilizers.

 �  Computer literate, with contact management software experience.

 �  Skilled with using email, messaging, and have the ability to 
develop and maintain an ongoing database of existing and 
potential new clients.

 �  Must have willingness to travel, reliable and appropriate vehicle 
and valid driver’s license.

 �  Energetic and physically able to go out and visit customers, walk 
on their farms, groves, and have an early start to the day.

 �  Participate in industry related trade shows, exhibitions, 
conventions and field days.

 �  Have an outgoing personality and provide excellent customer 
service with an aptitude for problem solving and prompt 
resolution (results-oriented).

 �  Ability to seek new accounts and the confidence to do cold-calls.

 �  Establish, develop and maintain business relationships with 
current and prospective customers.

 �  Pursue up-to-date knowledge of industry standards and practices 
and stay informed of conditions, trends and other relevant 
information.

Qualifications
 �  Bachelor’s Degree in agriculture, turf, soil science or related field.

 �  Solid knowledge of agronomy/plant physiology.

Position Information

http://www.ropella.com
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� Has worked in the fertilizer industry.

� Experience in agriculture, citrus, vegetables, or related industries.

http://www.ropella.com


If you have open positions in your organization, 
give us a call and put our people and our process 

to work for you.
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Skill Survey 
Sales Representative - Florida 

Name:        Date:       
 

1. Outline University Degree(s):  
(Please provide the Name, the Location, and the Phone Number of each 
Institution) 

      

2. What is your total number of years in liquid fertilizer, or related agricultural inputs, sales 
roles? Which agricultural products/lines have you sold the most often and/or had the most 
success selling?  

      

3. Describe your technical expertise related to liquid fertilizers, agricultural biologicals, and 
related inputs. How and where did you gain this expertise? 

      

4. Outline the territories and customer types that you cover or have covered while in 
agricultural sales. 

      

5. Provide an overview of the major Florida-based fertilizer/agricultural chemicals customers 
with whom you have sold to and maintain current contacts. At what level and function are 
the majority of your connections?  

      

6. Share an example that demonstrates your ability to drive sales and significantly increase 
the customer base and/or market penetration of your product line. 

      



7. Describe the most successful selling process you have used. What specialized training 
have you been through for developing sales presentation skills? 

      

8. Share an example of a difficult experience negotiating with a customer. What were some of 
the roadblocks you were facing? What was the outcome? 

      

9. What is your comfort level with travel? Do you have a maximum % level of travel or # of 
days/week away from home that you could sustain? 

      

10. Tell us about any non-compete and/or employer restrictions that you may have. Please 
provide these documents for our review. 

      

11. If asked one of the following questions during an interview, how would you answer? 
 Why are you considering this opportunity? (or) What motivated you to consider a job 
change at this time? 

      

12. Have you ever applied, either directly or through a third party, for any role with (insert name 
of company here)? If so what was the date of your most recent application (month/year)? 

      



 
References  
Please provide three to six references. The first priority is current and/or past supervisors, then 
employees, then peers, then customers (where appropriate). 
 

Example: Bob Smith, currently - Business Director at ABC Corporation 412-123-4567,  
Email: bob.smith@abccorp.com. Was Business Director, my direct supervisor, while I was a 
Manager at ABC Corporation. 
 

We will NOT contact any references until after completing the 

interview process and not without notifying you first. 

 

1)       
 
2)       
 
3)       

 
4)       
 
5)       
 
6)       
 

 



Our Candidate Comparison Score Card is to be completed on every candidate you have now screened as 
a potential fit. If you can tell that some of the candidates are probably Low level (in a superficial overview) 

in comparison to others you set those aside now and just score the rest. The Score Card will help you 
objectively weigh all the Must Haves and even the preferences in such a way that at the end of using the 
Score Card process you can be pretty sure who the High plus candidates are, who the High candidates 

are, and who the Medium candidates are. Then we focus on scheduling for the High Potentials.  

 

  

 

Candidate Comparison-Scorecard   Grader's Name: 

Candidate Name:   Grade: 

Client Name: G.P. Solutions   Hiring Mgr: Randy Oberlander 

Position: Sales Representative   HR Contact: Nicole Campbell 

Salary Range: 50K - 70K   Candidate Base:                        Bonus: 

Communications: L = Heavy Accent - Hard to Understand    M = Accent - Understandable    H = No Accent - Easy to Understand 

Comment: 
  

 
  

Attribute H/M/L Comment 

1. Education 
H = BS Agriculture, Turf, Soil Science or related 

field 
M = BS/BA in other than the above 
L = Associates Degree 

    

      

2. Years' applicable sales experience 

H = 5+ years' selling fertilizers into Florida 
markets citrus, vegetables, turf etc. 
M = less than 5 years' experience selling 

fertilizers into Florida markets citrus, 
vegetables, turf etc. 
L = Experience is in related products (insect 

control, fungicides, etc.) 

    

      

3. Technical expertise with liquid fertilizers, 
agricultural biologics and related 
H = Strong technical experience gained through 

time on the bench or significant technical sales 
experience  
M = Has held technical sales roles 

L = Limited technical expertise with applicable 
products 

    

      



4. Territory Track record 
H = Has covered all of Florida during career 

M = Specializes in a major agricultural belt of 
Florida  
L = Has very limited territory experience  

    

      

5. Contacts lists 

H = Well developed contacts within significant 
agriculture operations indicating an ability to 
build strong relationships 

M = Well developed contacts within a specific 
niche (citrus, turf, etc.)  
L = Limited contacts shown - answer does not 

show success in building key relationships 

    

      

6. Sales/Market Development  
H = Specific example that shows well 
developed ability to build new business or 

substantially increase current accounts 
M = General answer that shows some success 
in this area 

L = Answer does not indicate sales/market 
development success 

    

      

7. Process driven sales and additional sales 
training 

H = Answer indicates process driven sales and 
continued training  
M = General answer that indicates proficiency 

in this area 
L = Answer does not demonstrate effective self 
and time management 

    

      

8. Successful negotiation experience  

H = Specific example demonstrating well 
developed negotiation and problem solving 
skills 

M = General answer indicating success in this 
area 
L = Answer does not indicate success in this 

area 

    

      

9. Travel 
H = Road Warrior - open to travel as much as 
needed 

M = Up to 50% travel 
L = Prefers less than 50% travel 

    

      



10. Non-Compete/NDA 
H = No relevant non-compete or Non-

disclosure in place 
M = Has a peripheral non-compete or non-
disclosure in place - could limit some activities 

L = Has a strong relevant non-compete or 
limiting non-disclosure 

    

      

Grading Point System: 
H’s = 4 

M’s = 3 
L’s = 2 
Bonus Points = .5 

Now add up the numerical value of each grade 
and then divide by the total number of grades 

  

Total Points:  

Divided by 10 grades =  

Avg. Grade:  
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